This paper identifies target market niches for CustomerSited Photovoltaics (CSPV) in the United States. ' The intent is to demonstrate markets that are cost-effective today and identify those showing the most near-term promise. Exploitation of niche markets is one strategy that could help speed the commercialization of gridconnected photovoltaics.
B AC KGlRO U N D
The niche market strategy directly engages utility customers, the end-user, to fake advantage of incentives and attributes that are unique to CSPV systems, including:
compensation for power at retail electric rates financing, leasing, and depreciation options net metering options and/or rate-based incentives building credits for architectural applications tax credits 0 The second step is to conduct financial cash-flow analyses for each state based on the data in Table 1 for a base case CSPV application. The cash-flow analysis determines the break-even PV system price, the price at which the net present value goes to zero [7] .
To illustrate the approach, the base case is defined as a new residential development that incorporates I-kW rooftop PV systems. The cost of the PV system is included in the homeowner's mortgage --a 30-year 90%-debt loan with a fixed interest rate of 8%. The homeowner's federal tax bracket is 36% and general and electric rate inflation are both 3.5%/year. The locations that have the best combinations of these incentives and attributes wi Ul be the best niche market candidates. APPROACH A two-step Geographic Information Systems (GIS) type of approach is used to identify target CSPV markets in the United States. The first step is to identify attributes such as PV electricity production, utility electric rates, solar tax incentives, and PW electricity production on a state-by-state basis. See Table 1 Fig. 3 presents the cashflow for a homeowner who finances a $7.50Ml PV system on the big island of Hawaii, where residential rates are about 17#/kWh. The year-by-year positive and negative cash flows are shown, together with the net cumulative cash flow. The net cash flow is immediately positive, so the customer has no out of pocket costs from the very first year forward. This presents a compelling case for marketing PV systems in Hawaii. Table 2 The results presented in this paper are good approximations for commercial customers. The added commercial benefits of a 10% federal tax credit and depreciation are somewhat offset by typically shorter loan terms that are less leveraged by debt and more stringent rate of return and payback requirements. Electric rates and Effective Load Carrying Capability (ELCC) for commercial customers are provided in Table 1 for reference [6] .
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Higher resolution analysis of the top niche markets is recommended for a number of applications. This will better define CPSV economics and the viability of the niche market commercialization approach. Also recommended are sensitivity analyses of the impacts of loan interest rate, buy-down, and other policy actions.
